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On demand training and support

How choosing an SaaS (Software as a Service) method can reduce headaches
and costs associated with small to medium enterprise (SME) training and support.

SaaS Benefits:

Reduced Cost

No annual Maintenance
Charges

Reduces internal cost of
upgrades and support
Greatly simplified
procurement process
Reduced IT infrastructure
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Business Case

On demand, pay-as-you-go, software has established itself firmly in the
marketplace. Often referred to as SaaS (Software as a Service), this method is
especially effective for non-critical business applications, like training and
support, in small to medium enterprises (SMESs).

The creation of Sitelab as an online extension of the RESITE Performance Suite
was in response to this trend. By understanding the needs of the growing SME
market, we allow for the creation of a stronger and more diverse business

ecosystem. Insite is not alone in this trend:

New pay-by-the-month programme
launched by SAP “merely spreading out
the cost through special 3-5 year
finance agreement.”

Gary Fromer, Senior VP

SAP

SAPd

The aggregate $300 billion SMB
marketplace is the largest and fastest
growing segement of the IT industry.
Despite limited resources, these
companies are spending proportionately
more than large enterprises on
technology that enables On Demand
business.

“The on-demand world will change the
way customers buy, vendors sell, and
investors invest.”

Jason Maynard, Software Analyst
Merrill Lynch

Merrill Lynch|

“ .. the traditional enterprise-software
model is dying . . . the reason is simple
- it doesn’t work for customers and, as it
turns out, it doesn’t work for vendors
either.”

Christopher Lochhead,

Chief Marketing Officer

Mercury Interactive

MERCURY

“Rental applications will eat into the
client-server software empires of the
likes of Oracle, SAP. and the rest . . .
one sure way to miss out, is denying it’'s
going to happen.”

Larry Ellison, CEO

Oracle

ORACLE

Silicon Valley and the entire tech
industry are betting on what they see as
the next wave: selling information
technology to businesses the way a
utility sell telephone services or water.
SFGate.com



